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3.3-4 EXECUTIVE SUMMARY 

 
LANIER Parking Solutions is the leading choice of several cities throughout the Southeast and 
up the Eastern seaboard with regards to both on-street and off-street parking management 
services.  LANIER has made a positive impression on numerous munipal operations to include 
Wilmington, NC; Wrightsville, NC; Carolina, Beach, NC; and Durham, NC in addition to our 
projects in Louisville, KY; Richmond, VA; and Myrtle Beach, SC.  As a result of our presence in 
the region, LANIER is best prepared to lead the Indianapolis Parking System program to growth 
for years to come.    
 
In selecting LANIER, the City of Indianapolis will receive the same level of commitment as our 
other clients have to ensure continuous improvement in the areas of customer service, revenue 
enhancement/control and technology.  Unlike other large parking operators, LANIER’s executive 
team remains involved throughout the project’s lifecycle; from the implementation to the first day 
of operations and for years to come.  The support given by our executive team makes certain 
our project manager stays on task while at the same time provides them the necessary 
encouragement of being able to make forward-thinking decisions to solve complex issues that 
occur within any parking operation. 
 
The executive team led by M. Scott Diggs, Rick Graham and Carolyn Yancey is the driving force 
behind the success of the LANIER programs.  Under their leadership, LANIER clients have 
benefited from significant increases in both our on-street and off-street parking program’s net 
profit margins.  Together, they have implemented innovative solutions while maintaining 
LANIER’s focus on achieving client satisfaction.  Our approach to managing effective municipal 
operations is to recruit and hire quality personnel who can deliver unparalleled customer service 
while maintaining a consistent operation.  These guiding principals will be our roadmap to 
success for the City of Indianapolis. 
 
Transition 
 
Of the nearly 320 properties managed under the LANIER portfolio, many of these contracts 
were were in cities where LANIER had little to no presence.  Because of LANIER’s systematic 
and methodical approach to transitioning into new regions, LANIER is confident that we can 
provide the same seamless transition to the City of Indianapolis.  Often a typical LANIER 
Transition involves several members of our corporate, operational and executive staff.  Each 
member of the Transition Team has a defined role from the time the contract is signed, through 
the first week of operation and even for a period of time thereafter.  The combined efforts of our 
Transition Team have allowed LANIER to successfully takeover more than 100 new locations 
over the past years! 
 
Recruiting 
 
The first step in implementing the LANIER Difference is to make certain we hire the best people 
in each applicable position to create the best possible LANIER team.  LANIER prides itself on 
hiring for a position and not simply hiring a candidate because we have an opening.   
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LANIER is aware that a large number of employees have been with the program for a number of 
years.  It will be LANIER’s intent to hire all current eligible and qualified employees.  LANIER will 
re-screen these employees for employment with LANIER. This will help ensure a smooth 
transition to LANIER; however, LANIER remains confident in our ability to recruit a new staff if 
required to do so as we have developed standard operating plans that encompass the current 
technologies being used by the City of Indianapolis. 
 
The goal in hiring each employee is to match an applicant’s understanding of the task at-hand 
with that of our program objectives.  Our first objective is to deliver exceptional service to our 
clients and our customers.  By taking a diligent approach to employment screening, we will be in 
a better position to enhance the opportunity for the City of Indianapolis to experience the 
“LANIER Difference” in on-street and off-street parking management. 
 
Unparallel Service 
 
The “LANIER Difference” simply put is “Exceptional People Providing Exceptional Service.”  
As mentioned in our approach to recruiting personnel for our municipal clients, LANIER places a 
large emphasis on our Team to constantly deliver customer-focused service.  Members of our 
senior manager and executive Team have proven over the years to be practicing examples of 
what it takes to deliver exceptional service to our customers.  With these principals embedded in 
our Team Leaders, new management and front-line employees quickly become in-tune with our 
core values.  LANIER’s core values are: 

Teamwork 
Integrity 

Innovation 
Professionalism 

Service Excellence 
 

The City can be assured all employees will undergo a thorough training seminar which focuses 
on a variety of customer service techniques.  These techniques are custom designed for the on-
street parking industry and focus on “over-the-phone” and “in-person” customer interaction.  The 
typical training seminar includes a classroom setting with handouts and slide show 
presentations.  To end the seminar, the Director of Organizational Development prepares a 
series of role-playing exercises that encompasses classroom teachings and what an employee 
is likely to encounter in their daily activity.  LANIER has developed and hosted training seminars 
for the following on-street programs: Louisville, KY (2); Richmond, VA; Wrightsville Beach, NC; 
and Myrtle Beach, SC.     
 
LANIER recognizes and appreciates the City of Indianapolis’ desire to maintain a standard of 
service in the event a new operator is chosen.  In selecting LANIER, the City will experience a 
refreshing approach to customer service not seen within the program in several years.  Just as 
eager as we are to earn your business, LANIER is eager to instill our proven style of customer-
centered interaction for the program employees.  The emphasis on the quality of service 
provided by our talented employees will allow our management team to lead a consistent 
operation from the first day we take over the program and throughout our contract with the City! 
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Consistent Operations 
 
Far too often in our industry parking companies get out of the gate in stride in an attempt to 
impress a new client.  Few, with the exception of LANIER, have been able to consistently 
deliver results year after year in more than one City at a time!  The parking industry (clients and 
other operators) has become acutely aware of LANIER’s ability to transfer our “Best Practices” 
to and from one city to the next.   
 
We believe the foundation of a consistent operation begins with its people and how we interact 
with others; clients and customers alike.  These footings enable our senior management and 
executive Team to custom design the framework of how we, along with the City’s input, feel the 
program should function.  Since we have established programs in several other cities larger and 
smaller, LANIER is able to replicate the most applicable approach to solving operational issues.  
This level of experience will be necessary when transitioning from your current operator.  
 
One of the most important attributes to must consider when selecting a new firm is the firm’s 
familiarity with the current technologies.  Fortunately, LANIER is perhaps the most qualified firm 
to take over this operation.  With our experience in managing nearly every type of on-street and 
off-street parking management system, LANIER is more than prepared to handle current 
inventory levels along with the providing the installation and service to future phases.   
 
Additionally, since the fourth quarter of 2007, LANIER has been making a conscious effort to 
introduce T2 Systems in our larger operations.  In using T2, we have encountered several 
advantages of the system’s flexibility that enables us to reduce costs and or demands on the 
office support staff.  These efficiencies are reflected in our cost proposal (offer to upgrade two 
software modules and reduce office staff levels from four to three). 
 
LANIER’s ability to utilize elements of our success from each of our other clients will prove to be 
extremely useful if given the opportunity to lead the Park It! program.  Our proven experience in 
delivering consistent operations by hiring quality people who share our focus on service has 
made it possible for our Client’s to receive increased revenues during our tenure.   
 
As a result of our experience and results, we believe LANIER Parking Solutions offers the 
City of Indianapolis and its citizens the very best option in leading the parking program 
to a level of service and performance not realized in previous years. 
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3.3-5 BIDDING ASSETS 

 
Pursuant to the requirements of the RFQ, LANIER Parking Solutions is seeking qualification for 
the City of Indianapolis’ potential long-term concession arrangement for the City’s Metered 
Parking System as well as the Management Agreements for the garages and surface lots 
currently owned and/or operated by the Project Partners.   
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3.3-6 BIDDER INFORMATION 

 
A. DESCRIPTION OF BIDDER 
 
LANIER Parking Solutions is a wholly owned subsidiary of LANIER Parking Holdings, LLC. 
LANIER Parking Holdings was incorporated in the state of Georgia in 1989 and has since 
successfully expanded its geographical footprint over the past decade to include the 
Southeastern United States, Atlantic Seaboard and strategic points throughout the Midwest.  
Our focus is to develop our organization into the premier parking and transportation provider on 
a national basis.   

In just 20 years, LANIER has grown from a start-up small business to one of the Southeastern 
United States’ largest parking providers, servicing more than 150,000 customers per day. In 
addition to our standard parking operations in 46 cities, LANIER is also the parking provider of 
choice for some of the nation’s largest special events including the Olympic Games, Super 
Bowls and PGA Tournaments.  

LANIER's business was founded on providing the world’s greatest customer service.  We do not 
just talk about it.  We deliver results.  We do not provide parking attendants, we provide parking 
Ambassadors.  We do not simply reward our Ambassadors for showing up to work; we reward 
them for making a difference.   

 
LANIER Parking Solutions currently manages 324 locations (148,835 spaces) in 46 cities in the 
Southeastern United States, Atlantic Seaboard and strategic points throughout the Midwest.  
The map below illustrates the regions in which LANIER currently operates. 
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Currently, LANIER Parking Solutions 
employs 1,681 parking professionals 
throughout the United States.  Of the 
total employee base, 181 are 
categorized as executive & 
management, 50 as administrative 
personnel and the remainder as hourly 
employees (ambassadors, 
maintenance & event staff).   
 

 

For the purpose of this RFQ, LANIER Parking Solutions expects to bid on the services for the 
City of Indianapolis as the sole operator.  LANIER Parking currently has a working relationship 
with Tim Haahs & Associates, a full service architectural and engineering firm specializing in the 
planning and design of parking structures.  LANIER Parking does plan to utilize the services of 
Tim Haahs & Associates for all matters related to the construction and aging of the current 
garage inventories.   
 
In addition, LANIER Parking will seek funding for the concession of the City’s Metered Parking 
System through a joint venture partnership facilitated by Cantor Fitzgerald out of New York.  A 
description of the Cantor Fitzgerald is included in section 3.3-8 under Financial Capabilities.  
 
LANIER Parking Solutions is a privately owned company with the majority of the companies 
interest owned by J. Michael Robison, Chairman and CEO, and Timothy J. Walsh, President. 
 
Corporate Office: 
 
233 Peachtree Street NE 
Harris Tower, Suite 2600 
Atlanta, GA  30303 
Office:  (404) 881-6076 
Fax:  (404) 881-6077 
Website: www.lanierparking.com 
 
B. ROLES OF BIDDER MEMBERS & KEY PERSONNEL 

For the past 20 years, LANIER has been committed to building a lasting organization whose 
every action exceeds our customers’, employees’, and shareholders’ highest expectations.  
LANIER Parking Solutions fully understands that the goal is to provide a quality environment 
and unprecedented services for our client, their customers and their staff.  

 
Key executives at LANIER Parking Solutions are involved in the management of each and every 
parking facility within each operating market.  From the Chief Executive Officer, President & 
Chief Financial Officer to all other key members of the LANIER Senior Management team, all 
are ready and available to assist in each and every parking operation.  
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As a privatley owned and operated parking and transportation management firm, LANIER 
Parking Solutions feels with its strong corporate support and unprecedented management team, 
we are highly qualified to perform the parking and transportation management services for the 
City of Indianapolis.  The following are the Executive Team and key individuals who will be 
responsible for the overall and day-to-day oversight of the City’s parking operations.  
 
Michael Robison, Chairman/CEO 

As with all major corporations, the operating philosophy and corporate culture 
starts at the top and LANIER’S founding Chairman / CEO, Michael Robison, has 
set a clear vision of what LANIER Parking is about.  In 1989 LANIER opened its 
first surface lot with the same commitment to quality operations, integrity, support 
of on-site personnel and maximum financial returns to property owners and 
managers.  This philosophy has fueled the growth that has made LANIER 
Parking Solutions the fastest growing parking management company in the 
industry.  Mr. Robison is a graduate of Georgia Institute of Technology. 
 

Tim Walsh, President 

“Leadership is the key to a quality parking operation…our team is focused on 
providing you with the best operation possible”, states Walsh.  Tim has over 20 
years of experience in the area of parking management and has managed a wide 
variety of class “A”, medical, mixed use and high profile projects.  BellSouth 
Metro Plan, Underground Atlanta, Kennestone Hospital, Cobb Hospital, Atlantic 
Station, the 2002 Winter Olympic Games, and the 2004 PGA Championship are 
just a few of the projects where Tim’s expertise has been instrumental. 
 

 
Rick Graham, Chief Operating Officer 

Mr. Graham has served as LANIER’s Chief Operating Officer since December 
2005. He joined LANIER in 1999 as the Atlanta General Manager and then as the 
Vice President of Operations.  Prior to joining the LANIER Team, Mr. Graham 
was the Park Operations Manager for Six Flags over Georgia, where he led a 
team of over 800 hosts and hostesses.  Since joining LANIER, Mr. Graham has 
been responsible for managing LANIER’s continued exponential growth while 
maintaining the high quality operations and the first class service standards that 
result in the "LANIER Difference".   

 
Joe Wenderoth, Executive VP, Chief Marketing Officer 

Mr. Wenderoth joined LANIER Parking Solutions as Executive Vice President in 
August 2000.  Mr. Wenderoth's responsibilities include market expansion both 
locally and nationally as well as overseeing all marketing and business 
development efforts for the company.  Mr. Wenderoth has been in the parking 
industry since 1979 working in major markets such as Seattle, Los Angeles, New 
Orleans, Chicago and Atlanta. Over the past 25 years Mr. Wenderoth has been 
involved in such projects as Century City, Los Angeles, CA, 2002 Winter 
Olympics, Salt Lake City, Colony Square, Turner Field, CNN Center, Marriott 

Marquis Hotel, Hyatt Regency Atlanta, Lakewood Amphitheater, BellSouth Metro Plan, Atlanta, 
Georgia. Most recently, Mr. Wenderoth led the team that secured the Atlantic Station 
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Development. This exciting new project encompasses 138 acres with 13,000,000 square feet of 
commercial, retail, entertainment and residential development that includes a parking structure 
totaling 6500 spaces, valet parking operations and on-street meter enforcement. 
 
Mr. Wenderoth is an active member of the International Parking Institute, National Parking 
Association, BOMA, Urban Land Institute, and Atlanta Chamber of Commerce and has served 
as President of the Parking Association of Georgia. 
 

David Klarman, Chief Financial Officer 
Mr. Klarman joined LANIER Parking Solutions in July 2003. Mr. Klarman's 
background is multi-faceted. For seven years he was the CFO for a large public 
relations firm with offices worldwide. Prior to that David spent fifteen years in the 
real estate industry based out of Los Angeles, CA. During that time David served 
as CFO for an international commercial real estate holding company that 
constructed and managed industrial office parks as well as commercial office 
buildings in California, New York City and Washington D.C.  As a member of the 
corporate support team, David focuses on both ensuring the accuracy and 

timeliness in the day-to-day financial operations, while monitoring and mapping out the 
company's global financial objectives. 
 
Mr. Klarman began his career in public accounting where he became a Certified Public 
Accountant. He holds both a B.S. Degree in Accounting from State University of New York at 
Binghamton, and an M.S. Degree in Taxation from Golden Gate University in Los Angeles, CA. 

M. Scott Diggs, President of the Carolinas, Kentucky & Florida 
Mr. Diggs is one of the founders of LANIER Parking Solutions of the Carolinas & 
Virginia. Mr. Diggs has over sixteen years experience in parking management. Mr. 
Diggs is an East Carolina University graduate with a BSBA degree in Finance and 
Concentration in Computer Science. Mr. Diggs has the experience and knowledge 
to service any parking related need. 

Mr. Diggs has successfully introduced and established LANIER Parking Solutions 
of the Carolinas and Virginia into nineteen cities in a period of just fourteen years.  

Mr. Diggs has developed, consulted, and implemented parking solutions for nationwide real 
estate organizations such as Trammell Crow, the Harbor Group, and for major parking 
operations such as the City of Roanoke, the City of Richmond, VA, the City of Durham, NC, the 
City of Wilmington, NC, the James Center in Richmond, VA, the Dominion Tower in Norfolk, VA, 
the BB&T Tower in Jacksonville, FL, and the Verizon Wireless Amphitheatre in Charlotte, NC. 
 
Glenn Kurtz – Executive VP of Alternative Transportation – LEED Green Associate 

Mr. Kurtz is responsible for developing and marketing new services for LANIER 
that integrate parking and Transportation Demand Management (TDM). He is 
building a new long-term business model for LANIER based on providing overall 
transportation services that go Beyond Parking™. This includes the Atlanta 
Streetcar and Zipcar (formerly Flexcar).  Kurtz came to LANIER from the 
Perimeter Transportation Coalition (PTC), where he served as the Transportation 
Management Association's (TMA) first Executive Director. 
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During his three years as Executive Director of the PTC, Kurtz developed relationships with 
more than 100 companies and properties and managed transportation programs that included 
discount transit sales, parking management strategies, shuttles, carpooling and van pooling, 
and pedestrian amenities. Prior to his pioneering work with the PTC, Kurtz was Senior Planner 
for the Atlanta Regional Commission's Commute Connections program, where he marketed 
transportation demand management and parking management to public and private sector 
employers throughout the Atlanta Region. 
 
Kathryn Dunn, Vice President Human Resources & Administration 

Ms. Dunn joined LANIER Parking Solutions in November 2002. Her department 
oversees the recruiting, hiring, training, benefits, payroll, employee relations, and 
workers' compensation functions for LANIER Parking Solutions. She and her staff 
work closely with all LANIER Managers to hire, train, and manage qualified staff 
that can uphold the high standards of customer service that we expect from all 
LANIER employees. 
 
Ms. Dunn has twenty years' experience in the Human Resources field, including 

thirteen years in the HR department at Six Flags over Georgia. As HR Director for Six Flags, 
Kathryn was responsible for recruiting, hiring, and training over 4,000 "Hosts and Hostesses" 
per year. This experience in high-volume, customer-service oriented hiring and training make 
her an integral part of LANIER’s support staff.  Ms. Dunn holds a Bachelor of Arts degree in 
English from Davidson College in Davidson, NC. 
 
Mark Morris, Director of Organizational Development 

Mr. Morris joined LANIER in January of 2004. In his role as Director of 
Organizational Development, Mr. Morris is responsible for developing and 
implementing a wide range of corporate-level initiatives designed to enhance the 
performance, development, and effectiveness of the human resources of 
LANIER. Those initiatives include Leadership Development programs, LANIER 
University, work unit redesign, process improvement, and change management 
programs. 
 

Before joining LANIER, Mr. Morris spent 18 years in the healthcare field where he held positions 
in operations management and sales. During his time in healthcare, Mr. Morris was with 
WebMD as the Clinical Operations Manager for a 75-technician cardiac call center and a 25-
person customer service call center. While at WebMD, Mr. Morris developed the Policies and 
Procedures manual and New Technician Training program. Additionally, Mr. Morris was 
responsible for the creation and implementation of the Quality Improvement program, which 
reduced customer complaints. Mr. Morris also served as the Project Manager of an enterprise 
database and software upgrade.  Mr. Morris holds a Bachelor’s of Science degree in 
Organizational Psychology from Kennesaw State University in Kennesaw, GA. 
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Marc Jastremski, Director of Loss Prevention 
Mr. Jastremski, Director of Loss Prevention, joined LANIER Parking Solutions in 
August 2006. His department focuses on implementing policies and practices to 
proactively control the risk of loss within the organization, and is responsible for 
the internal controls within our organization. The Loss Prevention team 
completes audits to ensure that all operations are adhering to established policy 
and procedures, develops and implements best practices for asset protection, 
and provides insurance expertise to the company. His goal from day one has 
been to provide a proactive loss prevention program which protects all assets of 

both LANIER and its clients, thereby allowing all involved to realize the maximized profit 
capabilities.   
 
Mr. Jastremski has over thirteen years of direct Loss Prevention experience, most recently with 
Shoe Carnival, a publicly held company, where he was responsible for the entire Loss 
Prevention operations in the southern United States. The experience he brings and his ability to 
work hand in hand with all facets of our operations, including our customers, makes him an 
integral part of the LANIER team. 
 

Carolyn Yancey – Regional Vice President, Northeast Region 

Carolyn joined the LANIER team in July 2005.  Although new to the parking 
business, Carolyn brought with her over 20 years’ experience in the healthcare 
industry, having worked as a Client Development Manager and Vice President of 
Operations.  In that capacity, she led the implementation of services to hospitals 
throughout the eastern US, and gained experience in marketing and operations. 
Upon joining LANIER, Carolyn learned the parking business from the ground up, 
working first as the Bookkeeper for the James Center Parking Garage in 
Richmond, VA.  She rapidly rose through the ranks, working in each functional 

area of parking operations, and was eventually promoted to General Manager of Virginia. In that 
role, Carolyn assumed operational oversight for all of LANIERs projects in Virginia and was 
instrumental in the acquisition and start-up of several new locations throughout the region.   In 
January 2010 Carolyn was promoted to Regional Vice President, adding the state of Kentucky 
to her operational oversight. 
 
As an instrumental part of LANIER’s northeast operations, Carolyn prides herself on recruiting 
exceptional people and developing exceptional teams that support LANIER’s corporate culture 
of “Exceptional People providing Exceptional Service”.  
 

C. OPERATOR 
 
LANIER Parking Solutions will act as the sole operator of the Parking System under the 
proposed Concession and/or Management Agreements.  LANIER is confident, given the 
amount of experience and knowledge of the overall parking and transportation system, that we 
can offer the City of Indianapolis a level of quality and service unmatched by our competition. 
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D. CONTACT PERSON 
 
M. Scott Diggs 
President of the Carolinas, Kentucky, Virginia & Florida 
LANIER Parking Solutions 
P.O. Box 1275  
Wrightsville Beach, NC  28480 
 
Phone:  (910) 509-0465 
Fax:  (910) 509-0467 
 
Email:   sdiggs@lanierparking.com 
 
 
E.  CONTROLLING INTEREST 
 
 LANIER Parking Solutions:  J. Michael Robison, Chairman & CEO 
      Timothy J. Walsh, President 
 
 
F. EXPECTED ADVISORS 
 
 Legal:  Law Offices of Alexander S. Fuqua 

 888 3rd Street 
 Suite A 
 Atlanta, GA  30181 
 Phone  (404) 207-1048 
 Fax (404) 355-2709 
 Email: afuqua@parkinghotline.com 
 

 Consulting: Tim Haahs & Associates 
 Mr. Mike Martindill 
 5500 Interstate North Parkway 
 Atlanta, GA  30328 
 Phone (770) 850-3065 
 Email: mmartindill@timhaahs.com 
 

Financial: Cantor Fitzgerald & Co. 
Mr. Steven S. Steinberg, Managing Director 
499 Park Ave at 59th 
Fourth Floor 
New York, NY  10022 
Phone  (212) 610-2380 
Email: ssteinberg@cantor.com 
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G. COMPARABLE PROJECTS 
 
Municipal Contracts 
 
Since 2004, LANIER has experienced exceptional growth and success in the municipal on-
street market.  Our Team of parking professionals has enabled LANIER Parking Solutions, to 
rapidly become a leader in providing a vast array of parking management solutions for cities 
across the country.  Whether a municipality is a small beach town or a booming metropolis, 
LANIER has designed a program that achieves each of their goals.  LANIER has the ability to 
implement advanced technology in a practical fashion to increase both customer service and 
revenue for our clients. 

LANIER has one of the largest on-street parking portfolios in the industry.  Below is an overview 
of some of LANIER Parking’s municipal operations: 
 
Louisville, KY – LANIER was chosen by the Parking Authority of River City (PARC) to 
implement the City’s first privatized on-street parking operation.  For years, the City was 
collecting on average $77,000.00 per month in violation revenue.  Within months, LANIER was 
able to implement several “best practices” that led to an increase in citation revenue of nearly 
130% or $173,150 per month! 
  
The Louisville Parking Program is a comprehensive turn-key operation where LANIER provides 
on-street ambassador enforcement for 5000 on-street spaces, fulfills the parking ticket life-cycle 
and counts and deposits all parking meter funds.  The total program revenue exceeded $4.2 
million in revenue in 2008; total on-street revenue has increased 70% since we were in 2004. 
 
In 2007, LANIER helped the City develop and manage the program’s first amnesty program for 
all flagrant violators.  During the 45-day program, LANIER collected over $450,000 in parking 
fines; approximately $100,000 came on the last day of operation! 
 
In 2008, LANIER was awarded the City of Louisville’s off-street parking operation and continues 
to operate the City’s garages and surface lot to date.  In 2010, LANIER’s on-street contract 
expired and the project was put out to bid.  During the bid process, LANIER lost to a competitor 
due to price. 
 
Richmond, VA - This on-street parking program was awarded to LANIER on June 26th, 2004.  
The initial contract allowed LANIER to manage the issuance of all non-moving violations in both 
residential and commercial areas throughout the City.  The contract also required LANIER to 
replace the existing meters with an updated POM model mechanism, provide a full-service 
maintenance program (to include the installation and posts and single-space meters previously 
done by the City of Richmond’s Public Works Department), and provide the collection and 
deposit of all parking meters. 
 
LANIER issued approximately 100,000 violations throughout the City of Richmond in 2009.  Our 
span of control covers the central business district and several small and largely populated 
residential neighborhoods.  The program consists of 5000 timed-free parking zones and an 
additional 1200 paid on-street spaces.  Total program revenue exceeded $3.7 million in 2008 
and will likely increase to $3.9 million in 2009.  LANIER’s commitment to the City of Richmond 
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and its community goals and objectives has enabled our Team to be successful for the past four 
years. 
 
Wrightsville Beach, NC - LANIER Parking Solutions was awarded the on-street parking 
contract from the Town of Wrightsville Beach on January 1, 2004.   LANIER manages every 
facet of this turn-key operation for the Town of Wrightsville Beach.  The 1450 space municipal 
parking operation consists of administering an extensive Residential Parking Permit Program, 
providing parking enforcement for non-moving violations within paid parking zones, maintaining 
and purchasing new parking meters and pay-stations, collecting payments for parking violations, 
providing a controlled method of collection for both parking meters and pay-stations, and above 
all, consistently providing a high level of customer service. 
 
The parking season operates from March 1st – October 31st each year.  In 2007, LANIER 
collected $1.56 million in parking revenues, the highest amount collected since paid parking 
began in Wrightsville Beach.   LANIER has consistently collected higher levels of revenue each 
year, while keeping expenses under budget.   The chart below illustrates the continued growth 
in revenue, now providing 19% to the Town’s general fund. 
 

 
 
LANIER’s constant focus has been to provide exceptional customer service, hiring quality 
personnel and providing extensive training to maintaining proper controls.  This has enabled our 
success of creating a higher quality parking management program for the past five consecutive 
years.   
 
Myrtle Beach, SC - LANIER began managing the City’s first on-street parking operation in 
March 2004.  LANIER installed 1300 meter spaces and 9 total paystations, for a total of 1550 
paid parking spaces.  This seasonal operation operates from March 15th- September 15th while 
accommodating 13 million visitors each year to the area.   
 
Through LANIER’s leadership, the program has expanded to 14 pay-stations (375 parking 
stalls) and 1513 parking metered spaces for a total of 1888 paid parking spaces.  LANIER is 
responsible for maintaining all parking equipment, to provide adequate enforcement for parking 
violators, solid revenue controls approved by the City’s auditor, and to deliver exceptional 
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customer service.  Also in 2007, LANIER designed and implemented a new booting program for 
the City. 
 
The City of Myrtle Beach has recently awarded LANIER, with a unanimous vote, to extend the 
partnership for 5 more years with two 1 year extensions. 
 
Wilmington, NC - LANIER was successfully awarded the parking management contract for the 
City of Wilmington on February 7th, 2008.  LANIER provides comprehensive parking 
management solutions for all City owned facilities and surface lots as well as their on-street 
parking.  The on-street program is turn-key; including enforcement, collections, maintenance, 
and citation processing.   
 
LANIER’s performance in the first year exceeded even our own expectations as we increased 
revenue over the previous operator on an annualized basis by almost $200,000.  What makes 
this even more impressive is that regional parking programs experienced a decrease in revenue 
by over 5% as a result of the economy. 
 
Below is a link to an article written in the Wilmington Star News on April 23rd, 2008 in reference 
to the recent transition from the previous operator to LANIER Parking Solutions. 

http://www.starnewsonline.com/article/20080422/ARTICLE/804220354/1004&title=Parking_tick
ets_in_Wilmington_increase_33_percent_under_new_company  
 
Durham, NC – LANIER was awarded the City of Durham contract in July of 2008.  The contract 
includes three parking facilities, several surface lots and over 2300 on-street time-zone enforced 
parking spaces.   
 
During our brief tenure, LANIER has been able to present a comprehensive marketing plan that 
is designed to increase revenue in the downtown facilities and propose equipment upgrades for 
their revenue and access control equipment.  With respect to on-street, LANIER is working with 
the City to evaluate the use of mobile license plate recognition equipment and the possibility of 
implementing a paid on-street parking program. 
 
Carolina Beach, NC – LANIER was awarded this contract in December 2008.  In short order 
we have made our presence known.  In January, we established the program’s first year-round 
office which includes a dedicated year-round manager.  In February, LANIER presented to the 
City Manager and Chief of Police several equipment and technological upgrades that are 
proven to increase revenues for the parking program.  LANIER has also instituted several 
operational enhancements that will improve customer service and our Client’s bottom line.   
 
Wilton Manors, FL – LANIER Parking was named the parking operator for the City of Wilton 
Manor’s on-street and enforcement program in late 2009.  As the operator, LANIER will be 
responosible for starting up the on-street parking and enforcement division for the City.  LANIER 
will begin operations on April 1, 2010. 
 
The above referenced locations have all been designed to provide an appropriate amount of 
corporate and executive support in mind.  This support structure provides our project manager a 
level of assistance not experienced in other parking operators. 
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Class “A” & Mixed Use Contracts 
 
LANIER Parking Solutions takes great pride in our contract awards and experience.  We feel 
confident that our experience with recent projects will help improve the overall operation of the 
Project Partners garage and surface lot parking operations.   
 
Facility Start Date Capacity Previous Operator  
Peachtree Center April 1, 2004 4,850 spaces Central Parking 
 

Peachtree Center is located in the heart of downtown Atlanta and services 
both commercial and retail tenants and visitors.  The 4,850 parking spaces 
are contained within 8 separate parking structures that range from small high 
profile reserved decks to a new 2,400 space monthly / visitor deck that 
services not only Peachtree Center, but surrounding buildings as well.  This 
very challenging operation requires unparalleled customer service while 
maximizing the net revenue return to the owners.  Since LANIER 

commenced operations in April 2004 all aspects of the properties have seen marked 
improvements.   
 
Facility Start Date Capacity Previous Operator  
Atlantic Station April 1, 2004 6,500 space N/A 

 
Atlantic Station is one of the newest mixed use developments in the 
Southeast.  Built on what was once Atlantic Steel, this development will 
total 12 million square feet of entertainment, retail, commercial and 
residential facilities.  When the development is completely built out the total 
parking capacity will be in excess of 15,000 parking spaces.  LANIER 
Parking has been involved in this development from the beginning, working 

on demand management studies, economic forecasting, traffic and transportation analyses, 
DOT tracking and monitoring and the development and implementation of alternative 
transportation initiatives, including its own Transportation Management Association. 
 
Facility Start Date Capacity Previous Operator  
Centergy March 1, 2003 1,500 spaces N/A 

 
Centergy is a development in the heart of Midtown Atlanta.  Located 
within the expanded Georgia Tech campus, Centergy is the home of 
Yamacraw as well as various retail outlets and a 250-room hotel.  This 
property has become the primary parking facility for Georgia Tech football 
games. LANIER Parking provided all the functional design analysis and is 
the current operator.  As the parking and transportation provider for 

Georgia Tech football, LANIER was able to market and secure parking in the Centergy parking 
garage resulting in increased net operating income for the owners. 
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Facility Start Date Capacity Previous Operator  
One Capital City Plaza May 1, 2001 1,132 spaces Standard Parking 

 
LANIER Parking Solutions took over operation of the One Capital City Plaza 
parking facility in May of 2001.  In the first 30 days of operation, all aspects of the 
operation showed major improvements.  LANIER was faced with the challenge of 
replacing all of the previous employees except for the Maintenance staff.  All 
negative trends have been reversed with revenue collections increasing, aged 
balances cleared and tenant satisfaction at an all time high.   
 

Facility Start Date Capacity Previous Operator  
AT&T Metro Plan             January 1, 2002        13,650 spaces          Standard Parking 

 
 “The New AT&T” project represents three (3) campuses and four (4) 
satellite locations, fourteen (14) parking facilities and over 13,650 parking 
spaces.  During the review and award process every national and local 
parking concern was interviewed and evaluated.  At the conclusion, LANIER 
Parking Solutions was selected to work with BellSouth and Carter to develop 
and implement a complete parking and transportation program for the 
project. 

 
In addition to the facilities listed above, other contract awards include, but are not limited to: 
 
Project    City/State  Type and Capacity 
 
1180 Peachtree Street  Atlanta, Georgia Class “A” office/1,128 spaces 
Campanile Building   Atlanta, Georgia Class “A” Office/985 spaces 
Centennial Tower   Atlanta, Georgia Class “A” Office/575 spaces 
730 Peachtree Street   Atlanta, Georgia Class “A” Office/300 spaces 
20 The Peachtree   Atlanta, Georgia Class “A” Office/706 spaces 
Monarch Centre   Atlanta, Georgia Class “A” office/2,737 spaces 
Hurt Plaza    Atlanta, Georgia Class “A” Office/750 spaces 
Atlanta Xchange   Atlanta, Georgia Stand Alone Garage/1,100 spaces  
Underground Atlanta   Atlanta, Georgia Entertainment/1,550 spaces 
Tower Place 100   Atlanta, Georgia Mixed-use/1,994 spaces 
World of Coca-Cola   Atlanta, Georgia Entertainment/500 spaces 
Georgia Aquarium   Atlanta, Georgia Entertainment/1,800 spaces 
Atlanta Botanical Garden  Atlanta, Georgia Entertainment/800 spaces 
Woodruff Arts Center   Atlanta, Georgia Entertainment/450 spaces 
Las Olas City Centre   Ft. Lauderdale, FL Class “A” Office/1,100 spaces 
Wachovia Financial Center  Miami, Florida  Class “A” Office/1,100 spaces 
500 East Main    Norfolk, Virginia Class “A” Office/407 spaces 
Dominion Tower   Norfolk, Virginia Class “A” Office/1,224 spaces 
555 East Main    Norfolk, Virginia Class “A” Office/382 spaces 
James Center    Richmond, Virginia Class “A” office/2,000 spaces 
Walker at Main Garage  Houston, Texas Stand Alone/1,000 spaces 
Verizon Amphitheatre   Alpharetta, Georgia Entertainment/ 3,500 spaces 
Georgia Tech Football  Atlanta, Georgia Entertainment/ 7,000 spaces 
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All of these properties have seen improvements in their overall operational and financial 
performance, which has allowed LANIER to retain 100% of these properties since the takeovers 
occurred.   
 

H.  REFERENCES 

City of Wilmington      City of Louisville 
Ms. Betty Gurganus      Cathy Duncan 
Parking Manager      Executive Administrator 
City of Wilmington      Parking Authority of River City 
PO Box 1810417      South 4th Street 
102 North Third St.      Louisville, KY 40202 
Wilmington, NC 28402     Phone: (502) 574-3817 
Phone: (910) 342-2786     Email:  cathy.duncan@louisvilleky.gov 
Email: betty.gurganus@wilmongtonnc.gov 
      
City of Richmond      Town of Wrightsville Beach  
Steven Bergin     Mr. Robert Simpson  
Parking Operations Manager     Town Manager 
900 East Broad Street, Suite 704    Town of Wrightsville Beach  
Richmond, VA 23219      321 Causeway Drive  
Phone: (804) 646-3724     Wrightsville Beach, NC 28480  
Email: berginsa@ci.richmond.va.us    Phone: (910) 256-7900  

      Email: bsimpson@towb.org 
 

City of Myrtle Beach     Town of Carolina Beach 
Mr. David Sebok     Mr. Timothy Owens 
Executive Director     Town Manager 
Downtown Redevelopment Corporation  Town of Carolina Beach 
City of Myrtle Beach     1121 North Lake Park Blvd. 
900 E. Broadway     Carolina Beach, NC 28428 
Myrtle Beach, SC 29578    Phone (910) 458-2996 
Phone (843) 918-1065    Email: tim.owens@carlinabeach.org 
Email: dsebok@cityofmyrtlebeach.com 
 
City of Durham     Fifth Street Management 
Mr. Harmon Crutchfield    Mr. Harry Conley 
Parking Administrator     President 
City of Durham     75 5th Street NW 
101 City Hall Plaza     Suite 1350 
Durham, NC 27701     Atlanta, GA 30308 
Phone (919) 560-4197 ext 239   Phone (404)419-9601 
Email: Harmon.crutchfield@durhamnc.gov  Email: hconley@fifthstreetmgmt.com 
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Underground Atlanta    Tower Place 
Mr. Dan O’Leary     Ms. Debra Cobbs     
O’Leary Partners     Regent Partners 
50 Upper Alabama Street    3340 Peachtree Road NE 
Suite 85      Suite 2140 
Atlanta, GA  30302     Atlanta, GA  30326 
Phone: (404) 523-2311    Phone: (404) 240-4104 
Email: doleary@underatl.com   Email: dcobbs@regentpartners.com 
 
Campanile      AT&T Metro Plan 
Mr. Russell Lipscomb     Ms. Lisa Fritts 
Sr. Property Manager     AT&T  
Transwestern Commercial    575 Morosgo Drive 
1155 Peachtree Street    Suite 106W 
Suite 200      Atlanta, GA  30324 
Atlanta, GA  30309     Phone: (404) 986-8528 
Phone: (404) 249-1984    Email: lf2205@att.com 
Email: Russell.lipscomb@transwestern.net   
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3.3-7  TECHNICAL CAPABILITY 

 
A.  OPERATIONS & MAINTENANCE EXPERTISE 
 
Operations 
 
LANIER Parking is one of the largest providers of parking and related transportation services in 
the Southeastern United States.  With over 320 locations in over 40 cities throughout the 
country, LANIER’s operational experience encompasses a diverse contract base including 
municipalities, hospitals, class “A” office building, mixed-use facilities, sports and entertainment 
venues, surface lots and special event opportunities.   At LANIER, we pride ourselves on being 
more than just a parking company.  We’re about accelerating ideas.  From convenient ways for 
customers to pay for parking and get where they’re going, to coming up with progressive 
solutions to traffic congestion and air quality issues, LANIER Parking has the personnel in place 
to handle any situation. 
 
Under the LANIER Holdings umbrella, our clients have access to many differenent resources 
within the organization.  In an effort to offer specialized services to our clients, LANIER has 
created the following divisions: 
 

• LANIER Parking – Healthcare Parking Solutions 
• LANIER Parking – Alternative Transportations Solutions 
• LANIER Parking – Meter Services 
• LANIER Parking – Consulting Services 
• LANIER Parking – Design, Build, Finance 
• LANIER Valet Solutions 

 
With over 150 years of combined parking management experience throughout LANIER’s 
executive and senior management levels, the City of Indianapolis can be assured that any and 
all operational matters, regardless of the type of operation, will be handled with the highest level 
of service and professionalism.   
 
Over the past 20 years, LANIER has spent numerous hours and resources in developing and 
implementing a standardized operating platform for all personnel to follow.  These guidelines 
provide our management staff and hourly personnel with the necessary information and training 
required to perform their duties.  While not all operations are the name, LANIER understands 
that revenue control, auditing and reporting are the components of an operation that remain 
consistent from one project to the next.   

Since the advent of LANIER Parking Meter Solutions, we have been on the forefront of 
recognizing and implementing advances in technology that improve our client’s bottom line.  
LANIER’s municipal Team leaders attend local, regional and national parking conferences to 
make certain we stay in-the-know regarding the latest in technology.  We view this involvement 
as a critical component of our client responsibilities.   
 
Our client’s have benefited tremendously as a result of our efforts to put in place the most 
applicable technology solutions for their environment and customers.  These technological 



  

 

������ �	
��� �������� � ������� �� ��� ��
 ��� ���� �� ���		����� �	�� �' 

 

upgrades have not only improved client bottom lines, but have also enhanced the customer’s 
experience.  Locations managed by LANIER Parking Solutions where we have made significant 
enhancements in technology are: 
 
• Richmond, VA – 1,200 metered and 5,000 non-metered spaces.  Annual revenue is 

approximately $3.7 million. 
o Booting:  In coordination with the City of Richmond, LANIER implemented the Paylock 

booting platform.  Paylock is the industry’s only self-release boot.  We also installed the 
Paylock BootFinder system that recognizes scofflaw’s through the use of license plate 
recognition hardware and software. The installation of Paylock has proven to be one of 
our most successful programs yet.  Since January 2006, the Richmond Team has 
booted over 8,000 scofflaw vehicles accounting for nearly $2.0 million in citation 
revenue. 

o Pay-by-Cell:  After installing over 800 upgraded single space meters in 2005, LANIER 
worked with Park-by-Phone to implement the area’s first cellular phone payment option 
for parking.   

o Paystations:  LANIER installed a single paystation on an 80-space surface lot previously 
managed by single space meters.  This installation of a Digital Payment Technologies 
multi-space meter increased revenues by 50%.  The on-going operation of the 
paystation includes Digital’s PCI certified EMS platform.  EMS allows for real-time credit 
card processing, remote reporting and alarm monitoring. 

 
• Louisville, KY – 5,000 metered spaces and 300 non-metered spaces.  Annual revenue is 

approximately $4.2 million. 
o Citation Management Database:  While issuing approximately 150,000 citations annually 

and mailing nearly 400 notices per day including 200 certified letters, LANIER needed to 
identify a database that could handle our increasing responsibilities.  As a result, 
LANIER recommended we switch our database to T2 Systems.  As the City of Charlotte 
is aware, T2 is a highly functional web-based database that creates efficiencies within an 
operation.  With T2, LANIER is able to reduce the amount of time spent on noticing from 
four hours per day to 30 minutes per day, increase the number of successful lookups 
through the DMV, and increase the revenue per booted vehicle by properly managing 
the chain-of-custody for a license plate.   

o Citation Issuance Hardware:  The T2 upgrade also included their latest handheld and 
Bluetooth printer.  The new handhelds have a LCD color touch screen that includes a 
2.0 megapixel digital camera.  Digital photographs of violations that are often appealed 
are linked directly to the citation in the web-enabled database.  This feature helps reduce 
the number of citations successfully appealed. 

o Paystations:  LANIER installed a single paystation on a 100-space plus surface lot 
previously managed by attendant.  This installation of a Digital Payment Technologies 
multi-space meter increased revenues by 15%.  The on-going operation of the 
paystation includes Digital’s PCI certified EMS platform.  EMS allows for real-time credit 
card processing, remote reporting and alarm monitoring. 
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• Myrtle Beach, SC – 1,950 paid on-street spaces with annual revenues exceeding $1.0 
million. 
o Paystation:  LANIER began operations in 2004 using nine Digital Payment Technologies 

IntellaPay paystations.  LANIER worked closely with Digital to alter their software to 
include a pay-by-license plate payment option that proved to be vital to managing the 
thousands of bikers that flock to Myrtle Beach each May for biker rallies.  Since 2004, 
LANIER has installed 17 of Digital’s newest paystation, Luke.  The on-going operation of 
the paystations includes Digital’s PCI certified EMS platform.  EMS allows for real-time 
credit card processing, remote reporting and alarm monitoring.  After moving our 
paystations to real-time, revenues increased by 10% over the previous year while the 
paystations were off-line. 

o Pay-by-Cell:  In 2006, LANIER worked with Park-by-Phone to implement the area’s first 
cellular phone payment option for parking.   

o Citation Management Database: In 2009, LANIER sought to upgrade their current 
Clancy operating system.  The upgrade includes all current and previous data being 
stored and secured at a remote location.  Our staff is able to access the data via the 
internet.  The database also has the ability to integrate with the Park-by-Phone platform. 

o Citation Issuance Hardware:  Along with the 2009 upgrade of the citation management 
database, LANIER upgraded the citation issuance hardware.  Our Team of parking 
ambassadors began using touch screen cell phone linked to a Bluetooth printer to issue 
parking citations.  The cell phone also includes a built-in digital camera that allows us to 
capture illegally parked vehicles.  The digital image is uploaded to the database, but it 
can also be printed and placed in the envelope along with the citation.  This feature has 
been designed to significantly reduce the # of citations appealed as the violator is able 
see the infraction. 

 
• Wrightsville Beach, NC – 1,450 paid spaces with annual revenue approximately $1.5 

million. 
o Paystation:  LANIER began operations in 2004 using 30 Cubic/Lexis.  LANIER worked 

closely with the Town to identify areas and units that needed to be upgraded.  Since 
2006, LANIER began replacing and installing the Lexis/Cubic units with new Digital 
Payment Technologies multi-space meters.  In 2009, LANIER and the Town are in final 
phase of converting from Lexis/Cubic units to Digital’s newest line of paystations. The 
on-going operation of the paystations includes Digital’s PCI certified EMS platform.  
Wrightsville Beach’s EMS services include remote reporting and alarm monitoring.   

o Pay-by-Cell:  In 2006, LANIER worked with Park-by-Phone to implement the area’s first 
cellular phone payment option for parking.   

o Citation Management Database: In 2009, LANIER sought to upgrade their current 
Clancy operating system.  The upgrade includes all current and previous data being 
stored and secured at a remote location.  Our staff is able to access the data via the 
internet.  The database also has the ability to integrate with the Park-by-Phone platform. 

o Citation Issuance Hardware:  Along with the 2009 upgrade of the citation management 
database, LANIER upgraded the citation issuance hardware.  Our Team of parking 
ambassadors began using touch screen cell phone linked to a Bluetooth printer to issue 
parking citations.  The cell phone also includes a built-in digital camera that allows us to 
capture illegally parked vehicles.  The digital image is uploaded to the database, but it 
can also be printed and placed in the envelope along with the citation.  This feature has 
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been designed to significantly reduce the # of citations appealed as the violator is able 
see the infraction. 
 

• Wilmington, NC – 780 metered spaces and 200 non-metered spaces.  Annual on-street 
revenue is approximately $1.5 million. 
o Paystations:  Shortly after we began operating the City of Wilmington’s parking 

operations (previous operator resigned in 2008) LANIER installed a new Luke paystation 
to control the City’s only surface lot.  This installation replaced the aging Cubic/Lexis 
unit.  The new Digital paystation helped increase revenues by nearly 14% over the 
previous year.  The on-going operation of the paystation includes Digital’s PCI certified 
EMS platform.  EMS allows for real-time credit card processing, remote reporting and 
alarm monitoring.  The success of the Luke paystation has encouraged the City to begin 
exploring their use on-street.  In FY ’10, LANIER will be installing up to eight additional 
paystations on-street to replace current single space meters.  This enhancement will 
provide customers multiple payment options and will improve the City streetscape. 

o Citation Issuance Hardware: With the City of Wilmington currently using T2, LANIER 
sought to upgrade the handhelds compared to the previous provider.  The upgrade 
included their latest handheld and Bluetooth printer.  The new handhelds have a LCD 
color touch screen that includes a 2.0 megapixel digital camera.  Digital photographs of 
violations that are often appealed are linked directly to the citation in the web-enabled 
database.  This feature helps reduce the number of citations successfully appealed. 

o Pay-by-Cell:  On April 20, 2009 LANIER is implementing Verrus’ pay-by-cell platform.  
Verrus is quickly becoming the leader in the mobile phone parking payment industry.  
Their platform does not require a registration process and is proven to be very practical 
for one-time and frequent users of the system.  In addition, Verrus is also able to 
integrate with Digital’s EMS enabled line of multi-space meters.  LANIER recommends 
the City of Charlotte explore the implementation of Verrus or other pay-by-cell 
companies to enhance the customer’s experience. 
 

• Carolina Beach, NC – 703 paid spaces and 123 non-metered spaces plus Freeman Park.  
Annual revenue approximately $850,000.  LANIER began operations in January 2009, 
however we have already made significant improvements to the program that are designed 
to increase program revenues.  The enhancements were a result of a comprehensive review 
of how the program was being managed by the previous operator.  The result of our review 
included the following technological upgrades that have already been made or in the 
process of being installed: 
o Citation Management Database: In April 2009, LANIER sought to upgrade their current 

Clancy operating system.  The upgrade includes all current and previous data being 
stored and secured at a remote location.  Our staff is able to access the data via the 
internet.  The database also has the ability to integrate with the Park-by-Phone platform. 

o Citation Issuance Hardware:  Along with the 2009 upgrade of the citation management 
database, LANIER upgraded the citation issuance hardware.  Our Team of parking 
ambassadors began using touch screen cell phone linked to a Bluetooth printer to issue 
parking citations.  The cell phone also includes a built-in digital camera that allows us to 
capture illegally parked vehicles.  The digital image is uploaded to the database, but it 
can also be printed and placed in the envelope along with the citation.  This feature has 
been designed to significantly reduce the # of citations appealed as the violator is able 
see the infraction. 
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o Paystations:  In February 2009, LANIER presented to the Town of Carolina Beach a plan 
to upgrade and install Digital’s latest line of multi-space meters.  The plan was designed 
to replace aging Cubic/Lexis paystations as well as antiquated honor boxes (manual slot 
boxes) located in some of the Town’s highest revenue producing areas.  LANIER will be 
installing seven new Digital paystations at strategic locations for the purpose improving 
payment options for customers, increasing revenue, improving cash controls.   
 

Listed below are a couple of case studies outlining LANIER’s efforts which resulted in significant 
financial returns for our clients: 
 

� CASE STUDY #1 
 
FACILITY:  Pennzoil Place    Houston, TX 
The 1,001 stall Walker at Main parking facility presented several challenges to LANIER 
Parking Solutions upon taking over operations in April 2009.  The Walker at Main 

Garage is a premier stand alone garage centrally located in the 
heart of Houston’s Business District which services Pennzoil 
Place as its primary customer base. The facility was built by the 
German firm, Mann Enterprises, with the asset being managed 
by Metropolis, Inc. in the United States.  In the short time 
LANIER has been on-site, Monthly and Transient revenues 
have increased 20.4%.  The monthly revenues dipped slightly in 
the first month due to corrective measures taken with billing and 

collection issues left by Winpark Parking. During this process it was realized over 75 
access cards were active but not billed. LANIER immediately identified the problem and 
de-activated the cards in question. Of these, 40 parkers were added to the system as 
monthly parkers. These actions have positioned LANIER to exceed projected monthly 
parking revenue submitted in the original operating budget. 
 
LANIER Parking Solutions’ success with this project can be attributed to the following: 
 

• Established relationships with all surrounding properties to create a 
“neighborhood” program whereby monthly parking could be purchased by local 
businesses and office tenants. 

 
• Working with owner, asset manager and property management to make several 

construction changes that will help enhance the deck’s attractiveness to 
additional monthly parkers.  Enhancements such as widening the entrance 
doors, connecting to new construction with an underground tunnel under Main 
St., and the completion of an in-deck connection to the already established 
Houston tunnel system. 
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� CASE STUDY #2 
 

FACILITY      Campanile    Atlanta, GA 
The Campanile account presented several challenges to 
LANIER upon taking over in October 2007.  The building which 
had been owned by Bellsouth was sold to the Transwestern 
management group.  As part of the merger with AT&T, 
Bellsouth vacated the building within the first 4 months leaving 
the office tower at 20% occupied.  Through a series of 
marketing and advertising campaigns, the project which was 
budgeted to lose money in 2008 turned in a net profit of just 

under $250,000.00 for the year.  LANIER’s success with this project can be attributed to 
the following: 
 

• Secured a 10 month lease with a construction firm performing work in the area. 
• Partnered with a local Hotel in an effort to drive overflow parking in the garage. 
• Partnered with the 14th Street Playhouse to sell parking online through their ticket 

office. 
• Reached out to event organizing committees to pre-sell parking for their events 

online. 
• Established relationships with all surrounding properties to create a 

“neighborhood” program whereby monthly parking could be purchased by local 
businesses and residents. 

• Posting online monthly parking specials through a number of free websites such 
as Craigslist and Parking Spotter. 

 
 

� CASE STUDY #3 
 

FACILITY    Peachtree Center   Atlanta, GA 
Peachtree Center, located in the heart of downtown Atlanta, is 
comprised of multiple office towers and 7 parking structures.  
Of the 7 structures, 3 are multi-level parking garages.  With so 
much parking available in the area, Peachtree Center often 
struggled to fill the spaces.  Through aggressive marketing and 
rate adjustments, LANIER was able to identify and secure 
parking for several major tenants from surrounding businesses 
resulting in an increase to monthly gross revenues of 45%.  

Unlike most situations where rates may be increased to generate addition income, 
LANIER actually decreased the monthly rate by 20% to achieve a positive return.   To 
date, monthly billings have increased nearly $27,000.00 per month.   
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� CASE STUDY #4 
 
FACILITY:  Colonnade BAC  Coral Gables, Florida 
 LANIER Parking took over the parking operations of the 

Colonnade BAC in September 2009.  The Colonnade is 
the Premier centrally located multi-use property in the 
heart of the Coral Gables Central Business District.  
Morton’s and the Westin Hotel are two of the primary 
elements that compliment the office building.  The facility 
was purchased by the German firm Deka with the asset 
being managed by ING in the United States.  The original 
property management company chosen by ING was 
replaced by Cushman & Wakefield within six months.  

Because of LANIER’s long standing relationship with Cushman & Wakefield at the 
Wachovia Financial Center, Cushman management was eager to bring LANIER in to 
manage the facility.  US Parking had a long time operating agreement and ING was sure 
that there was more revenue to be captured.  LANIER started operations in September 
2009 and immediately got to work improving the overall appearance of the garage which 
had been neglected for many years.  In the short time LANIER has been on-site, 
transient revenues and validation revenues have increased 50.4% and 7.1% 
respectively.  The monthly revenues dipped slightly in the first month due to corrective 
measure taken with billing and collection issues left by US Parking. During this process it 
was realized over 300 access cards were active but not billed. LANIER immediately 
identified the problem and de-activated the cards in question. This exercise has position 
LANIER to exceed projected monthly parking revenue submitted in the original operating 
budget. 

 
Maintenance 

LANIER Parking places a great deal of emphasis on the maintenance of all facilities under our 
span of control.  LANIER understands that an efficient maintenance program is paramount in 
order to provide a clean and safe environment for every customer.  In order to maintain the high 
standards and expectations of our clients and guests, LANIER requires all project managers to 
establish and implement a mandatory maintenance checklist by day, week, month, quarter and 
year.  Each checklist is custom designed by location to meet the requirements and expectations 
of both LANIER and our clients.  In addition, LANIER often contracts the services of local 
sweeping services to provide monthly services to capture and eliminate tire dust build up and 
debris.  In conjunction with the daily maintenance within the parking garage, this service will 
ensure a clean environment that visitors and tenants will appreciate. 
 
It is important that the maintenance of any operation begins prior to the arrival of vehicles in 
order to assess the overall condition of the facility with no vehicles present.  Maintenance 
personnel should also be present during and after any major event that may take place on or 
around the operation. 
 
Not only does proper maintenance set the comfort level for visitors of the project, just as 
importantly it protects the owner and manager from potential exposure to liability.  Below are the 
typical requirements for LANIER maintenance personnel. 
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• Maintenance Checklist.  Responsible for all daily, weekly, monthly and yearly tasks as 
outlined in the location maintenance checklist. 

• Assisting Patrons.  Provide assistance for customer who cannot locate their vehicles, 
have dead batteries or need general assistance.  Direct customers to parking office in 
the event of major mechanical malfunctions or keys locked in a vehicle.  

• Cleaning.  Pick-up trash and empty trash cans throughout the facility.  Mop traffic 
islands and other equipment to keep them free of exhaust dust.  Remove spider and 
cobwebs from stairwells and light fixtures; change sand in the cigarette receptacles on a 
regular basis; and wipe windows and glass doors.  Follow customized facility 
daily/weekly maintenance schedule. 

• Safety.  Provide service of constantly surveying changing conditions in the garage.  
Locate oil spots and apply oil dry as needed to prevent potential slip and fall injuries.  
Report suspicious people or hazardous conditions to senior project manager or security. 

• Maintenance.  Assisting in the maintenance and repair of parking equipment and any 
general maintenance tasks as directed by the Project Manager.  Ensure routine 
preventative maintenance program is in place and adhered to. 

• Painting.  Maintain appearance of the facility by keeping walls, curbs, islands, 
equipment, bollards and cashier area freshly painted. 

• Appearance.  Maintaining a neat and clean appearance and being in complete uniform 
at all times. 

 
Marketing 

In order to prepare a thorough Marketing Plan, it is important to know one’s competition.  
LANIER Managers regularly compile competitors’ rate information of nearby facilities.   
 
Revenue Growth can be achieved through an aggressive Marketing Campaign.  When 
developing and implementing a successful marketing program, the first priority is to protect the 
primary users of the development.  Tenants and visitors must have the ability to conduct 
business without concern of parking capacity.  Once that obligation is met, the parking operator 
must identify specific opportunities to utilize excess capacity. This is generally done by targeting 
surrounding buildings and facilities, implementing creative rate structures and aggressively 
marketing after-hours and weekend users.  
 
LANIER Parking Solutions is well equipped develop and implement a comprehensive marketing 
plan for the City of Indianapolis.  As necessary, LANIER is prepared and able to market to 
surrounding businesses for their transient parking needs.  LANIER has developed marketing 
plans for many locations and our clients have seen positive results.  LANIER has full-time staff 
devoted to marketing our locations to consumers, whether they’re in need of monthly parking, 
visitor parking, or special event parking. 
 

LANIER will bring its “Park, Shop, Dine, Stay and Play with Us“(PSDSP) Campaign to the 
Indianapolis business district.  This campaign consists of three elements: relationships 
/partnerships, street team ambassador (guerilla) marketing, and social networking via online 
new media.   
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LANIER Parking will establish relationships with local hotels, restaurants, and destination 
venues in the area to allow LANIER to build out several cooperative advertising opportunities.  
In doing so, LANIER willl create interactive maps of choice, giving patrons the bigger picture of 
parking in the area.   
 
Guerilla marketing is utilized before and during area events.  This program continually reminds 
guests, tourists, and patrons of the many locations to choose from in the nearby area.  This 
program can be tailored to make a direct impact before and during events in area.  Our 
ambassadors will be knowledgeable of the area and equipped to assist patrons in locating the 
desired parking locations within our nearby inventory.   
 
Social networking is the big winner when it comes to communicating information efficiently and 
effectively in this digital age.  LANIER has found success using Twitter and Facebook for its 
properties.   
 
In addition to the “PSDSP” campaign, LANIER has relationships with several online ticketing 
brokers to sell parking right alongside major event tickets in the area.  Our database of more 
than 30,000 LANIER Parking customers can be notified via email of upcoming event parking 
available for online purchase.  Communicating to our customers regularly increases loyalty and 
brand recognition.  This loyalty and brand recognition is transferred to any partner venue.   
 
Internet Presence - In today’s fast-paced world, any location that is not on online just doesn’t 
enter into the thinking of the consumer.  The following are a number of ways that LANIER has 
been working to spread the words “Park with Us” on the World Wide Web: 
 

• Parkingspotter.com - Posting a discounted monthly rate on parkingspotter.com is a 
very efficient and cost-effective way of getting the message to our self-selected, target 
audience.  With one simple post that took 5 minutes, one of our locations was able to 
add nearly 50 new monthly parkers in the first half of 2009.   

 
• Google Maps and MapQuest - By establishing locations’ physical addresses and 

names online, they are more likely to show up in searches for “Midtown Parking” for 
instance.  The postings must be reviewed every quarter to stay active.  Occasionally, 
non-paying “advertisements” are removed and must be re-posted. 

 
• Partnership Listings - Having our locations listed on partner websites is very effective.   

 
• Craigslist Postings – Occasionally, discounted monthly parking passes may be 

advertised to help increase revenues in certain garages where/when necessary. 
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• Facebook & Twitter 
 

 
 

 

 
Guerilla Marketing - Handbills and street team marketing consisted of two areas of focus: 
simple flyers and business card invitations.  These are distributed to parkers exiting from 
surrounding surface lots and during the lunch crowds of nearby restaurants.   
 
Flyers - The key to the flyers was not the flyer itself.  Although the flyer contains pertinent 
information about special discounted rates and timelines to receive those rates, it was the 
employees’ enthusiasm that sold the program.  
 
Often surface lot parkers were greeted with coffee, doughnuts, and friendly interaction from our 
cashiers and employees on these mornings.  Their enthusiasm and friendly nature gave the 
prospective parker an idea of the level of customer service to expect when parking with us.  
Many new parkers would then ask for the employee by name when signing up to park.   
 
Business Card Sized Invitations - Two versions have been created.  The first is the 
informational invitation with the location and details about the facility.   These small cards, about 
the size of a business card or playing card can be easily kept or placed in a pocket.  The 
potential parker could refer to it once they were at work.  The second card was a true invitation 
to have free parking.  This way the parker could park with us one day free and check things out 
for themselves.  The “Try It, You’ll Like It…and Want to Keep Doing It” marketing approach. 
 

                           
             INFORMATIONAL INVITATION        ONE DAY OF COMPLIMENTARY PARKING  

 

Discounted Parking Vouchers can be printed specifically for Special Events.  
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B.   CUSTOMER SERVICE 

LANIER’s Customer Service Philosophy – As described throughout this document LANIER 
places a significant emphasis on delivering exceptional service to our Clients and Customers.  
This level of attention has been the foundation of our success as we have grown to a national 
provider of parking and transportation management solutions in just 20 years.   
 
The service that LANIER delivers to each visitor is crucial to the success of our company and to 
that of our clients.  Visitors and Monthly Parkers can log on to www.lanierparking.com at 
anytime and notify us of any complaint or compliment.  Any comments are immediately 
forwarded to the Senior Project Manager for investigation or reward.  Notices encouraging 
feedback are posted on all cashier and service locations. 
 
LANIER Parking Solutions fully understands that the goal is to provide a great experience that 
extends beyond the building to include the parking. LANIER Parking Solutions believes that 
parking fulfills a vital role in this environment acting as the "front door" to the facility.  LANIER 
recognizes that parking facilities provide the first impression when visitors arrive and the final 
impression as they leave.  As a result, it is critical that the experience begins once the customer 
pulls into the parking facility and continues until they enter the building.  In addition, on their way 
out of the facility the experience needs to extend back into the parking facility until they have 
exited the area. 
 
Streetmosphere - At LANIER, we have coined the phrase "Streetmosphere" to convey the 
atmosphere that we try to develop between the parking lot and the facility.  In most parking 
operations this is an unfriendly area in which patrons often feel unsafe.  At LANIER we make 
sure that it is an area in which programs and services are in place that entertains the patrons as 
they stroll to and from the vehicle.   In addition, these programs and services can generate 
additional revenue for the Property.  Think Disney or Six Flags and you will better understand 
LANIER’S approach to Streetmosphere. 
 
Special Services - LANIER Parking Solutions is committed to quality in all aspects of the 
parking industry.  This commitment is demonstrated by the variety of procedures and programs 
actively utilized to monitor success at serving parking customers. Often the simplest amenity is 
the longest remembered and the most beneficial.  LANIER Parking Solutions believes the 
following services will create a “value-added” environment, enhancing the relationship between 
the Project Partners and their employees and visitors. 
 
Windshield Wash - LANIER Parking Solutions’ personnel identify and clean a number of dirty 
windshields throughout their shift leaving behind a "calling card" conveying that we hope to 
"brighten their day".  This is a great program to incorporate into valet operations. 
 
Map Program - Maps of the city are kept in each parking booth to be given to those exiting 
customers requiring directions.  Additionally, maps of the project can be distributed at key 
elevator, escalator and stairways leading into the development. 
 
Beverage Service – During cold winter months, parking facilities can offer complimentary 
coffee or hot chocolate to customers. In, summer free lemonade or soft drinks may be served.    
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Battery Jump Starts / Tire Repair – LANIER personnel are available to offer jump-starts and 
tire repair for customers requiring assistance. 
 
Lost Car Assistance – When a customer forgets where their car is parked, LANIER personnel 
will assist the customer in locating their car using a security cart or a license plate tag inventory 
system. 
 
Lube and Brake Service – Lube and brake service is available through local vendors who will 
pick up and drop off customer’s cars from the parking facility.      
 
Welcome / Thank You Signs – Simple “Welcome to ________” and “Thank You and Buckle 
Up Safely” signs at the entrance and exit convey a feeling of appreciation.   
 
Car Wash and Detailing Service –Cash wash and detailing service can be implemented to add 
to the service levels provided to Project Partner’s staff and visitors.    
 
The above services should be looked at as a menu of services available.  If selected as your 
parking management firm, we can work together to determine what services are appropriate for 
your parking application.  In addition, LANIER will continue to bring ideas forward that would 
further enhance the customer’s experience. 

More than in any other segment of the parking industry does customer service have an impact 
on how customers perceive the City and its program.  LANIER, more than any other firm, 
understands how our personnel behave in tough situations is often how the customer responds.  
As a result, LANIER has designed training programs for both salaried and hourly employees 
that concentrate on initial interaction with customers and conflict resolution.  Below outlines our 
approach to customer service training programs in an on-street parking environment. 
 

Training and Employee Management: 
LANIER Parking Solutions now provides parking enforcement services for seven different 
unique cities across the southeast.  Over the years, LANIER’s on-street enforcement has 
developed ambassador like characteristics.  It has always been important to LANIER, that when 
we enter a new market that we are viewed by the public as ambassadors for the City in which 
we represent.  Our employees have become known for their friendly and professional demeanor 
as they complete one of the most demanding jobs in the parking industry; a Parking 
Enforcement Officer.  With that in mind, LANIER decided to approach this aspect of their job 
head-on by creating a full-day training course on conflict management.  We have found this 
program to be very successful for all of municipal projects and we look forward to establishing 
this program for the City of Indianapolis.  Below are some of the training principles our on-street 
ambassadors will go through upon orientation: 

 
On-street Parking Enforcement Training (excerpt from on-street manual) 

On-street Parking Enforcement - For projects responsible for citation issuance it is important for 
the Project Manager to develop very specific requirements for how to and when to issue a 
parking citation for the enforcement employees.  Contact the General Manager or Senior Vice 
President of LANIER for templates and examples of parking enforcement training manuals.  
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Some basic reasons and guidelines on why it is important to have a consistent parking 
enforcement program include: 
 
• Purpose of On-Street Parking Management - Enforcing violations of on-street parking is 

designed to promote safety, benefit central business districts and organizations as well as 
expedite traffic flow. 
 
o Safety Issues:  Effective enforcement reduces the incidence of parking situations, which 

are hazardous and could cause injuries or loss of life such as: 
 
� Cars parking too close to intersections causing reduced visibility of motorists and 

pedestrians 
� Double parking which presents roadway obstacles and narrows the usable width of 

roads causing side-swipe or rear-end accidents 
� Blocking fire hydrants causing fire fighters to lose precious time hooking up hoses 

 
o Benefits for central business districts:  Effective enforcement increases the availability of 

short-term parking spaces for customers, clients and businesses by discouraging 
parkers from monopolizing scarce on-street parking spaces.  This increases revenue for 
uptown businesses by providing the perception of consistent, available parking for 
customers and clients.  Effective enforcement ensures that loading zones are available 
to those that need them for the loading and unloading of supplies. 
 

o Traffic Flow:  Effective enforcement decreases traffic congestion in the central business 
district by reducing incidences of: 
 
� Cars parking in rush hour lanes 
� Cars parking too close to intersections preventing vehicles from turning 

 
• Conduct of Parking Enforcement - The parking enforcement officer is the most visible 

employee of the program.  It is vital that the parking enforcement officers conducts 
themselves in a professional manner at all times when in the field.  LPS has created a 
minimum standard of behavior for parking enforcement officers: 
 
o No Employee Shall: 

 
� Smoke cigarettes while on duty 
� Speak with or otherwise conduct an interview with any member of any media.  In 

addition, employees are not to pose for pictures for the media unless directed to do 
so by the clients.  All LPS employees are to direct media requests to the client.  Only 
at their discretion LPS will proceed working with the media  

� Carry cellular phones or personal radios.  Only the assigned uniform, ticket writer 
and two-way radios are to be on the agent while on duty 

� Never allow more than one person on the scooter.  At all times there should only be 
one person on the scooter.  The scooter is not to be used by any employee that is 
not on the clock.  It is never to be used for personal business or taken off the beat 

� Grant any unauthorized privileges or favors in connection with official duties 
� Be under the influence of alcohol or drugs while on duty 
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� Falsify any official record, report or form 
� Fail, refuse or neglect to obey any lawful orders of a Supervisor whether oral or 

written 
� Use or permit the use of City or LPS issued materials, equipment or labor for 

unauthorized purposes 
� Fail to report accidents of any kind 
� Engage in activities during working hours, which are not connected with official 

business 
� Demand or receive from anyone money or gifts in connection with any official duty or 

act 
� Fail to give prompt, polite and efficient service to the public 
� Strike or attempt to strike a Supervisor, fellow employee or citizen 
� Be excessively or habitually late, tardy or absent from work or assigned duties 
� Commit any crime 
� Carry any type of gun, knife or weapon. 

 
Customer Service Training (excerpt from on-street manual) 

Customer service begins with the first interaction between you and the customer; whether it is 
answering the telephone, passing on the street, or in the work site office.  Each customer has a 
certain level of expectation as to how he or she should be treated.  Beyond complying with 
LANIER’s Mission Statement and Company Standards there are other key components to 
conveying the proper LANIER image to the customer: 
• Smile! 

 
o You never get a second chance to a make a good first impression, so let our customers 

know you are friendly 
 

• Be Friendly! 
 
o Practice GSS, “Greet; Serve; Send,” Give your attention to the customer and job at 

hand.  When customer approaches you with a concern, listen to them; “Seek First To 
Understand, Then Be Understood” 
 

• Be Dependable! 
 
o Report to work on time.  Be consistent and confident in dealing with customers, show 

them you have knowledge and experience dealing with similar situations to theirs.  If you 
say you are going to follow up with a phone call or a letter then do just that; integrity is 
essential! 
 

• Look Good! 
 
o Be neat and well groomed; where applicable keep your uniform clean.  Don’t eat, drink, 

smoke, or chew gum in view of our customers 
 

• Be a Good Representative of LANIER    
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o Anticipate customers’ needs; be able to answer basic questions; help customers solve 
problems; keep your work area/office clean and well organized 

 
CONFLICT RESOLUTION - By following the Mission Statement, Company Standards and customer 
service expectations LANIER will create an atmosphere that breeds good behavior from all 
employees; front line to executive management.  When interacting with customers, failure to 
adhere to either of the above will result in increased conflict with the customer.  Every customer 
interaction does not have to be negative, even if that is how the conversation started.  Below is 
a series of “conflict outcomes” that will be derived from our end-result in working with 
customers: 
 

OUTCOME SHORT ANSWER EXPLANTATION 

I LOSE – YOU WIN Don’t Give Away the Store! Understand that no matter 
how well you run your 

operation, you are going to 
make mistakes.  However, 
your solution cannot “give 

away the store” 

I WIN – YOU LOSE You Will Lose Our Customer 
Forever! 

If this is the result, you failed 
to give the proper 

explanation (It’s not what you 
say, it’s how you say it!) of 

Company and Client Policies 
and the customer’s next 

alternative 

I LOSE – YOU LOSE You Have Lost Control of 
Your Emotions! 

This is the “Worst Case 
Scenario.”  You can be 
assured if you have lost 

control of the situation, your 
client will become aware, city 

council, LANIER senior 
management, and perhaps 
the media; nobody likes a 

sour grape! 

I WIN – YOU WIN Customer Satisfaction! This is the “Best Case 
Scenario.”  This can be the 
result even if our customer 

does not get what they want, 
but are satisfied you took the 

time to work on creating 
REAL Solution or alternative 

to their need/problem 
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LANIER has introduced a series of rules to follow in an effort to attain the Win – Win Scenario in 
customer conflict.  It is important to recall these guidelines when approached by a customer with 
a concern pertaining to the results of our operations: 
 
Understand that the customer’s problem is your problem 

• You may not have caused the problem, but the customer is expecting you to find the 
solution!  If you are unable to provide the customer with assistance, find someone who can 

 
Clearly communicate the expectations  

• Make sure you understand what the customer expects you to do to resolve their issue while 
you make known your limitations in trying to come to a solution 

 
Solve the customer’s problem 

• Solving the customer’s problem does not mean you have to “give away the store,” but it 
does mean that you have to find a solution that will placate the customer’s wishes while 
maintaining the policies set forth by upper management  

 
Never take the conflict personally 

• You will not make every customer happy, but that does not mean you should not try.  
Understand that a customer is upset with the situation or policy and not you, more likely the 
customer is frustrated with them for getting a parking citation in the first place.  As the leader 
of your team, you need to show resolve during adverse times and not get bogged down by 
your emotions.  If the customer has a problem, you have a problem.  If you have a problem, 
the Company has a problem.  Nevertheless, you will be expected to LEAD us to the 
solution.  LANIER uses the acronym LEAD to ensure your actions are tied directly to the 
Company’s Mission Statement. 

 
Listen 

• You may hear the customer talking to you about the issues they are having with your 
operations or employees, but are you really listening?  The act of listening involves you 
becoming emotionally engaged in what your customer is saying…the customer will know 
when a LANIER manager is listening because the manager will show… 

 
Empathy 

• Put yourself in the customer’s shoes.  Show the customer you care to solve his or her 
problem, while not taking responsibility for the problem, through your words and your… 

 
Actions 

• Your actions must fall within the Corporate Mission Statement, all the while doing whatever 
you can to create a solution that meets the customers’ expectations.  Understand you do not 
have to give the store away to the customer in order for your customer to feel they have 
“won.”  If your actions cannot meet the Company Mission Statement or customer satisfaction 
then… 

 
Direct 

• The customer to your supervisor.  Never direct a customer to your supervisor without 
notifying your supervisor of the following: 
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1. The experience of the customer 
2. The actions you took to solve the customer’s complaint 
3. The customers response to your actions 

 
LANIER’s Continuous Improvement Program – Along with our plan to provide superior levels 
of support to the local management Team, LANIER has created a continuing education 
program, LANIER University, which is part of the new-hire process for appropriate personnel.  
LANIER University was developed as a result of our Executive Team recognizing a key attribute 
to maintain consistent operations across the Company.  By developing LANIER University, we 
have put in place a successful training curriculum that begins with the new-hire process and 
continues throughout the employee’s development within the Company.   
 
Selection - Hourly Employees 
At the time of application all applicants are screened for the basic requirements, and assigned a 
numeric rating between 1 and 4 for each attribute.  Only candidates receiving an overall rating 
of 3 or above are scheduled for an interview.  A member of the Human Resource staff conducts 
one-on-one interviews, usually followed by a second interview with the location Manager.   For 
remote locations, managers receive training in CSI (Careful Safe Interviewing) skills so that they 
can hold effective interviews to fill hourly positions.   
The attributes we look for are: 
 

L anguage:   is the applicant able to communicate clearly; do they demonstrate good 
communication skills: eye contact, able to be heard & understood, use “polite” language such as 
please and thank you (Indicator of how they will communicate with customers). 
 
A ppearance:  is the applicant clean and neatly groomed; are they dressed appropriately to show 
respect for the interview/office environment (Indicator of whether they will adhere to grooming 
policies and present the right image to customers). 
 
N eatness:  is the application filled out completely and legibly; does the applicant provide all the 
requested information; has the applicant demonstrated the ability to fill out required paperwork 
correctly (Indicator of whether they will be able to complete the required cashier & other operating 
reports). 
 
I mpressive:  does the applicant make a good first impression; will he/she make a positive 
impression with our clients and customers; do they have the education and/or experience to meet 
the requirements for the position? 
 
E nthusiasm:  is the applicant outgoing & friendly and convey an interest in working for LANIER 
Parking?  Do they have a positive demeanor? (indicator of work attitude and demeanor they will 
display at work). 
 
R ight Fit:  can the applicant work the scheduled shift; do they meet the basic qualifications for the 
position; does their pay expectations meet the offered pay rate, are they willing to adhere to the 
grooming and customer service guidelines? 

Reward & Recognition 

LANIER believes that the key to outstanding customer service is making sure that our 
employees are treated fairly and have the right tools and training to do their jobs.  Employee 
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care is the foundation of customer care.  We have programs and policies in place to foster two-
way communication with our employees, and to recognize those employees who are doing an 
outstanding job. 
 
Communication and Recognition programs include: 
 
Shining Star 
The Shining Star award recognizes those employees who consistently shine 
above all other employees in all aspects of their job, including customer 
service, attendance, positive attitude, willingness to go “above and beyond”, 
and team work.  Any employee can nominate someone for Shining Star.  
Awards are presented quarterly by a “prize patrol” at the employee’s work 
location.   Quarterly winners receive a $25 gift card, certificate, Shining Star 
pin and keychain. “Shining Stars of the Year” are recognized at the annual Holiday Party, 
receiving a $200 gift card plus other prizes. 
 
Compliment Response Program 

Any employee who receives a customer compliment is sent a “Thanks for 
a great job” letter from the CEO, mailed to their home address and 
containing a small token of our appreciation (usually 2 movie passes).  
Compliment letters are displayed on a bulletin board at the Corporate 
office as well as recognized in the “Inside LANIER” newsletter. 
 
 

The LANIER Cup – Teamwork Award 
Introduced in 2008, the LANIER Cup is awarded annually to the work group 
who best exemplifies the core value of “Teamwork”.    Team members are 
recognized at the annual Holiday Party, and have the honor of displaying the 
cup at their workplace for the next year.  The individual team members are also 
given a Team Award plaque. 
 
Service Anniversary Recognition 

A letter from the CEO is mailed to the home of each employee celebrating a 
service anniversary (beginning on the two-year anniversary).  In addition, 
those employees celebrating a 3, 5, or 10 year anniversary are sent a Service 
Anniversary pin.  Milestone anniversary recipients (5 and 10 years) are 
recognized at the annual Holiday Party. 
 

Happy Birthday Card 
Management & administrative employees are sent a birthday card from the 
staff at the Corporate office.  The card is hand-addressed with a personalized 
note and mailed to the employee’s home address. 
 
LANIER Innovation Program (aka “Bright Ideas”) 

New for 2009, the LANIER Innovation Program reinforces our Core Value of 
“Innovation”.  The purpose of the program is to encourage employees at all 
levels to submit innovative ideas that will realize greater revenue or cost-
savings for the Company.  As part of our inclusion goal, a committee 



  

 

������ �	
��� �������� � ������� �� ��� ��
 ��� ���� �� ���		����� �	��  % 

 

representing a cross-section of employees will meet quarterly to evaluate ideas and select the 
winners.  In addition, a “Bright Idea of the Year” award will be presented at the annual Holiday 
party. 
 
LANIER Gives Back (charitable giving program) 
In development for 2009, the LANIER Gives Back program encourages 
employees to donate to the LANIER Foundation via payroll deduction.  Once 
we have the desired level of participation, participating employees can submit a 
Grant Request for matching funds for any fundraising event in which they are 
involved.  The goal is to promote the concept of LANIER employees coming 
together to represent the company in a fund-raising effort in their community.  
For example, in 2008 a group of LANIER employees in Atlanta formed teams 
and participated in the ALS walk, raising over $11,000.  In addition to being 
individually rewarding and a great team-building experience, it also brought 
positive recognition to the Company. 
 
Employee Communication & Feedback 
Sharing information with employees and providing channels for questions, suggestions, 
complaints, and other feedback is vital to maintaining good employee relations.    We have the 
following initiatives in place to help in that regard: 
 
“Inside LANIER” 
An e-newsletter from the CEO is sent at least monthly to all employees with a LANIER email 
address, and paper copies are distributed for distribution to LANIER hourly employees. 
 
Employee Satisfaction Survey (ESS) 
An Employee Satisfaction Survey is distributed to all employees annually to gauge their level of 
satisfaction with their job, their supervisor, and the Company.  The survey is confidential and is 
tabulated by a neutral third party so that the employees can feel comfortable in giving honest 
feedback.  The information received from the surveys lets us know adjustments we may need to 
make in our training, recognition & reward, and communication programs in order for our 
employees to feel satisfied in their jobs and proud to work for LANIER Parking, all of which has 
a direct impact on Customer Service. 
 
Employee Hotline 
In 2009 we added an “Employee Hotline” to provide another avenue for employee to seek help 
or share information.  In addition to providing an avenue for reporting anonymous Loss 
Prevention tips, employees may use the hotline to report payroll issues, workplace issues such 
as unfair treatment or harassment, or offer suggestions for improvements at their location.  The 
Hotline is monitored by Loss Prevention and Corporate HR and employees who give us their 
contact information are responded to in person within 24 hours. 
 
C.  SAFETY & SECURITY 
 
LANIER Parking is well versed in the all aspects of the public safety & security techniques as 
well as emergency response support.  In most cases, LANIER Parking is required to submit a 
copy of our safety and security guidelines to our clients as part of our operations manual for 
each location.  Often times, LANIER’s guidelines are an extension of our clients in order to 
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maintain consistency throughout the facility or municipality.  LANIER will work with local law 
enforcement as well as building security to establish a set of guidelines condusive to meet the 
needs of the City.  Below are a couple samples of procedures currently in place at other 
locations..   
 

Lanier Parking Systems 
Hurricane and Anticipated “Wicked” Weather Plan 

 
ANNUAL PLANNING AND STORM OPERATION PROCEDURES 
 
Preseason 

� Review Hurricane and Anticipated “Wicked” Weather Plan (this document) 
� Prepare “operation” hurricane kit to include: 

o Batteries 
o Flashlights 
o Tarp for roof, other uses 
o Water 
o Sand bags for low lying offices or street-level office doors 
o Gasoline for generators (if applicable) 

� Inventory all meters and paystations 
� Begin discussions with City Client to identify hurricane evacuation orders and changes 

from previous season 
� Train all staff on the planning and procedures for hurricanes and “wicked” weather 

o Provide continuing education throughout the season when updates/changes 
occur to the “plan” 

� Thoroughly train maintenance staff on put-up and take-up procedures of all paystations 
and internal components 

 
Condition 3 – Hurricane Watch 

� Parking Manager maintains constant communication between City Staff and Lanier 
Executive Staff 

� Post temporary signs on all paystations notifying patrons “Hurricane Watch is in Effect – 
Enforcement Still in Effect” 

� Parking Manager begins organizing/scheduling maintenance and collections teams 
(during and after normal operating hours) in the event a Hurricane Warning is issued 

� Communicate with parking ambassadors to relax enforcement of time limits and expired 
meters; enforcement is still in effect however. 

o If conditions begin to worsen and winds approach tropical storm levels, 
enforcement is canceled 

� Make final preparations to obtain supplies before, during and after the storm 
� Begin performing a full collection of all parking meters and paystations 

 
Condition 2 – Hurricane Warning 

� Parking Manager maintains constant communication between City Staff and Lanier 
Executive Staff 

� Complete performing a full collection of all parking meters and paystations 
� All funds collected must be counted 
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o If banks are closed secure money in office safe or make arrangements with your 
clients to store funds in City Safe 

� Prepare on-street equipment, including, but limited to removal based on the following 
hurricane strength: 

 

Storm Category 

Maximum 
Sustained 

Winds 
Storm 
Surge 

Meter 
Preparation Paystation Preparation 

Tropical Storm 35 – 73 mph 1 – 3 ft. None Taken 

Tape openings to paystation and 
place plastic bags over the face of 

the cabinet 

Hurricane - Category 1 74 – 95 mph 4 – 5 ft. 

Tape or bag all 
beach front 

meters 

Tape openings to paystation and 
place plastic bags over the face of 

the cabinet 

Hurricane - Category 2 96 – 110 mph 6 – 8 ft. 
Tape or bag all 

meters 
Remove paystations and solar 
panels from pedestals/poles 

Hurricane - Category 3 111 – 130 mph 9 – 12 ft. 
Tape or bag all 

meters 
Remove paystations and solar 
panels from pedestals/poles 

Hurricane - Category 4 131 – 155 mph 13 – 18 ft. 
Tape or bag all 

meters 
Remove paystations and solar 
panels from pedestals/poles 

Hurricane - Category 5 
155 mph and 

above 
18 ft. or 
greater 

Tape or bag all 
meters 

Remove paystations and solar 
panels from pedestals/poles 

 
� Based on conditions stated above, Manager is to prepare appropriate staffing levels in 

order to accomplish tasks prior to the storm 
� All important documents and office assets are to be raised from the ground and placed 

on a desk or table 
o Place computer, telephone equipment, and CC processing machines in a plastic 

bag 
o Make sure all electronic devices are unplugged, except security system 

� Place sand bags in front of all doors, including garages 
� Manager dismisses all non-essential personnel 
� Ensure all tasks are complete 
� Manager dismisses remaining staff 
� Secure window, locks and doors 
� Alarm building 

 
Condition 1 – Storm in Progress 

� Manager dismisses all staff 
o ensures all staff are safely home or in a shelter 

� Manager maintains contact with client (primary contact with City), Lanier executive staff, 
and immediate subordinates listed on location phone tree 
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After the Storm 
� Manager returns to office as soon as it is safe to do so 

o If applicable, request from City a “hurricane decal” that will enable you to return 
to the island or property prior to the general public 

� Allows you to assess true damage before the possibility of looting, riot, or 
recklessness 

� Assess damage to the office (physical property; office equipment, supplies, furniture; 
vehicles; etc) and to equipment in the field (paystations, parking meters, shelters, solar 
panels, etc) 

o Bring a digital camera to document any damage assessed for insurance 
purposes 

� After assessing overall damage, Manager contacts client and Lanier executive staff 
� Manager calls in maintenance team to help complete repairs 

o Complete a log of all repairs that need to be made 
o Any repairs that are unable to be fixed by local staff: 

� Discuss with client and Lanier executive staff to decide if an insurance 
claim needs to be filed or repair will be paid for in cash 

� Manager discusses with client when parking program is to resume normal operating 
procedures 

 
OFFICE DUTY’S  

� Conditions 3, 2, and 1 
o Take all Computers off floor 
o Take all files on low ground to higher ground (like on top of desk) 
o Unhook all electrical appliances 
o If needed we will put sand bags at the front and back doors.  

 

Hurricane Checklist 

 

DEPT 

 

PARKING 

 

DIVISION 

 

SUPERVISOR 

  

CONDITION 

 

Pre Season 
Manager 

 

DUTY 

Personnel 

Assignment 

Date and Initial  

when completed 

Pr     Prepare personal Hurricane Kit Management      

Inventory parking equipment Manager/ Maint       

Brief staff on Hurricane procedures Manager/ Asst 
Manager 
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Review plan for relocating files and equipment Manager      

       

       

 

 

DEPT 

 

PARKING 

 

DIVISION 

 

SUPERVISOR 

  

CONDITION 

 

3 Hurricane Watch 
Manager 

 

DUTY 

Personnel 

Assignment 

Date and Initial  

when completed 

Cal Maintain contact with the City Manager      

Arrange appropriate staffing to secure meters and 
paystations 

Manager      

Mask all opening on Paystations Maintenance       

       

       

       

 

 

DEPT 

 

PARKING 

 

DIVISION 

 

SUPERVISOR 

  

CONDITION 

 

2 Hurricane Warning  
Manager 

 

DUTY 

Personnel 

Assignment 

Date and Initial  

when completed 

Ca  Call and Maintain Contact with the City  Manager      
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Take down paystations if needed Mgt/Maint      

Secure meters and paystations as appropriate Maintenance      

Secure essential files, office, and computer equipment Asst. Manager      

Dismiss non-essential employees as appropriate Manager      

       

       

 

 

DEPT 

 

PARKING 

 

DIVISION 

 

SUPERVISOR 

  

CONDITION 

 

1 Storm in progress 
Manager 

 

DUTY 

Personnel 

Assignment 

Date and Initial  

when completed 

Ca  Dismiss all staff Manager      

Call and Maintain Contact with the City  Manager      

       

       

 
     

Phone Tree 

Name Number Called? Name Number Called? 

Manager   Asst Mgr    
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  Administration Policy: Park Wilmington Disaster and Hurricane Plan 

 

  Date:                         6/18/2004, revised 4/22/09 Draft 

 

In case of an emergency situation and at the direction of the City of Wilmington, Park Wilmington will  
implement the following disaster plan.  Depending on the severity of the occurrence, certain portions  
of the plan may or may not be implemented.  It should be understood that the safety of Park Wilmington 
employees along with protection of city assets and collection of revenues are top priorities.  Listed below  
are items ranked by priority for each type of facility.    

 
 Hurricane Watch Status  

• When a Hurricane Watch is issued for the Wilmington area, assess electronic equipment.  
• In the decks verify functionality of cameras, Code Blue (call boxes) and elevators for all decks 
and document equipment status. 
• In the Surface lot verify functionality and on-line access and document equipment status. 

 
 On-Street Parking Meters  

• If during normal operations, cease meter enforcement and allow employees to leave after T2 
equipment is returned to the Park Wilmington office. 
• Discuss with the City about doing an emergency collection to remove all coins from the parking 
meters.   
• If necessary, remove all mechanizes from the parking meters and place in storage. 

 
  Parking Decks 

• If the emergency is during normal business hours, employees will raise the gates on the decks to 
allow for a speedy exit from the parking deck.  All monies will be deposited before the cashier leaves the 
premises. 
• If not during normal business hours, employees will be notified not to report to work until notified 
at a later date. 
• All items not attached to the parking deck, such as signs and trash cans will be placed in storage.  
• Power will be turned off to all parking equipment in the deck. 
• Remove all valuable items from parking booth and disconnect power to the booth.  
• Market Street Deck: First level is designated as a location for city high profile emergency vehicles 
and ADA parking. 
• Market Street Deck: Other Parking customers will be moved to the upper levels deck. 
• Second St Deck: Designated for other city vehicles.  
• Public may park vehicles only in City garages.  (No boats, wave runners or other miscellaneous 
personal property)  
• Fliers are handed out to the public as vehicles enter during the deck that the City assumes no 
liability for vehicles that may be damaged before, during or after the storm. 

 
 2

nd
 Street Parking Lot 

• Remove all monies from the Pay station. 
• Remove all critical components of pay station and place in storage. 
• Remove all informational signage from the parking lot.   
• Disconnect power to the pay station. 
• Discuss with the city about removing the pay station to a secure location.  
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 Office 

• Secure all valuables in the Park Wilmington safe. 
• Turn off the power to all electronic equipment. 
• Remove all items from the floor in case of flood. 
• Place notification on the office door that the office is closed until further notice 
• Cover all computers and electronic equipment to prevent water damage. 

 
 Aftermath 

• Assessment to property damage is conducted by City personnel. 
• Clean up of parking facilities will be initiated by Park Wilmington personnel. 
• Assess electronic equipment cameras, Code Blue (call boxes) and elevators are functional 
• Reinstall parking meters mechanisms and Pay station cards and other critical components.  
• Parking enforcement and deck collections are suspended until city personnel are returned to work 
during a normal work week. Evening collections and Saturday operations will resume after property 
assessment and power has been restored to the downtown area.  

 
 Contacts 

• Lanier Parking Solutions 
o Project Manager- Janna Murray cell 910-279-7761; work 910-762-5678 
o Assistant Project Manager- Andrea Wallace cell 919-222-0575 

• City of Wilmington 
o Parking Manager- Betty Gurganus cell 910-470-2344; home 910-371-6237; work 910-342-2786 
o Motor Fleet Manager- Ed Thorpe cell 910-470-1395; work 910-341-7810 or 910-341-7881 
o Facilities Manager-Donald McLamb cell 910-470-0553; work 910-341-7853   

 

 
D.  CAPITAL IMPROVEMENTS 
 
LANIER Parking Solutions is at the forefront of the industry in terms of recommending capital 
improvements and offering the necessary financing to procure the assets.  To date, LANIER has 
financed equipment upgrades and capital improvements for our existing clients totaling in 
excess of $1 million dollars.  If given the opportunity to bid on the City’s agreement, LANIER is 
confident that we can offer the funding required during the term of the concession agreement. 
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FINANCIAL CAPABILITY 

 
A.   FINANCIAL ABILITY 
 
Audited Financial Statements: 
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B. ABILITY TO SECURE FINANCING 
 
LANIER Parking Solutions has the financial capability to execute this transaction through its 
relationship with the Cantor Fitzgerald Private Placements Group.  We have shared the RFQ 
with Steven Tuch, Managing Director, co-head of Private Placements at Cantor Ftizgerald and 
after discussions believe that a number of parties in their client base will have a desire to 
participate in this project.  They have seen a high demand for investments such as this, that 
present  not only a quality investment vehicle but an opportunity to partner with an exceptional 
operator like LANIER. The specific joint venture partner will be identified once financial details of 
the transaction are available. The attached background information demonstrates not only 
Cantor Fitzgerald’s equity and financing track record and capabilities, but that of Mr. Tuch and 
his partner Garett Stoffels, who will together be working on this project. 

 
 
 

Cantor Fitzgerald LP provides sales and trading services in the areas of equity and fixed income 
capital markets; investment banking services; and brokerage services for institutional clients. It 
offers repo and securities lending, mortgage-backed and asset-backed securities, credit 
securities, structured products, SBA securities, interest rate products, and agency structures; 
and domestic and international equities, derivatives, convertibles and structured products, 
portfolio trading, risk arbitrage services, stock loans, and institutional equity research services. 
The company also offers various investment banking services, such as financing solutions to 
access capital markets; financial advisory services in mergers and acquisitions, complex 
financings, LBOs, and restructurings; merchant banking services; marketing road shows, market 
intelligence, investor relations, proxy defenses, and dispositions; and asset management 
services. In addition, it provides clearing services for fixed income securities, equities, and 
futures; CantorCO2e that offers transaction, financing, technology, and consultancy services to 
bring environmental commodities to market, as well as assistance services to manage the 
financial aspects of energy and environmental choices; and communications, telecom 
consultancy, and wireless data applications for enterprise corporations and individuals. Further, 
the company operates LexNet, an online marketplace for the trading of life insurance policies; 
and online, market-based exchanges for radio frequency spectrum rights, digital sub-channel 
distribution capacity, radio tower sales, and rooftop assets, as well as provides financial spread 
and fixed odd betting; and spread betting on a range of sporting events, including football, horse 
racing, and cricket. Cantor Fitzgerald was founded in 1945 and is headquartered in New York, 
New York.   
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� The Cantor Fitzgerald Private Placements Group (“Private Placements Group”) is an industry-leading team led by four senior

bankers with over 60 years of combined experience; the team has closed over $120 billion of transactions aggregating more

than 200 deals*; Offices in US, Europe, Middle East and Asia

� The Private Placements Group is built around a team of seasoned professionals with multi-disciplinary expertise from diverse

businesses and industries. The team specializes in raising private capital on behalf of private companies, public companies and

financial sponsors

� The Private Placements Group is principally focused on the following business verticals:

� Equity Private Placements – Growth equity capital for small and mid-cap companies globally. Typical deal sizes range

from $50 million to $1 billion

� Funds / Investment Vehicles – Typical deal sizes range from $250 million to $1 billion

� PIPEs – Depending on the sector, the focus is on PIPE’s between $20- $100 million

� Debt Private Placements – Placements of senior, subordinated, and mezzanine securities

� We represent issuers worldwide and across a broad range of industries, including:

� The Private Placement Group’s extensive involvement in capital markets transactions over time has allowed us to develop and

establish strong relationships with the most active and influential investors globally

� Transactions are marketed to institutional / accredited investors, governments and sovereign wealth funds, private equity

firms, insurance companies, financial institutions, corporations, public and private pensions, endowments, foundations,

venture capitalists, hedge funds, funds of funds, ultra high net worth (UHNW), family offices, and strategic investors

� The Private Placement Group works closely with the firm’s investment banking groups and public capital market teams to

deliver industry expertise to issuers and investors
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- Financial Institutions
- General Industries
- Healthcare
- Infrastructure

- Consumer & Retail
- Energy:  Oil & Gas , Power
- Energy:  Renewables, Clean Technology
- Entertainment

1

- Real Estate, Gaming and Lodging
- Sports, Recreation and Leisure
- Technology 

*Includes transactions originated and/or executed by team members at prior firms

CANTOR FITZGERALD – PRIVATE PLACEMENTS GROUP
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Garett Stoffels

Managing Director,

Co-Head of Private 

Placements

Garett Stoffels is a Managing Director and Co-Head of Private Capital Markets for Cantor Fitzgerald

responsible for originating, evaluating, structuring, negotiating and marketing private placements.

During his career, Mr. Stoffels has been directly involved in over 80 transactions aggregating in excess

of $80 billion. Mr. Stoffels's capital raising experience includes traditional private placements, PIPEs,

IPOs, primary and secondary offerings, equity-linked, preferred, debt and mezzanine securities. In

addition, Mr. Stoffels has significant experience representing corporate and sponsor clients in M&A

and leveraged finance transactions, including buyouts, recapitalizations and restructurings.

Mr. Stoffels joined Cantor Fitzgerald from Atlantic-Pacific Capital, a leading global placement agent

for alternative investment funds and direct private placements, where he served as a Managing

Director and Co-Head of Direct Private Placements, specializing in capital raising across a number of

industries: real estate, gaming, lodging, infrastructure, energy, clean tech, financial services,

consumer products, entertainment, sports, recreation and leisure.

Prior to APC, Mr. Stoffels was a Managing Director in the Real Estate and Lodging Investment Banking

Group of Bear, Stearns & Co. Inc., where he provided capital raising and M&A advisory services and

co-investment opportunities to real estate companies, private equity sponsors, investment managers

and pension funds.

Previously, Mr. Stoffels served as an officer in the Real Estate, Gaming and Lodging Investment

Banking Groups of JPMorgan and Credit Suisse. Mr. Stoffels began his investment banking career at

Donaldson, Lufkin & Jenrette, which was later acquired by Credit Suisse First Boston.

Mr. Stoffels received an MBA from Duke University's Fuqua School of Business, where he was a

Fuqua Scholar, and a BA with Highest Honors in Business Economics from the University of California

at Santa Barbara. Mr. Stoffels is a CPA and a member of NAREIT.
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Steven Tuch

Managing Director,

Co-Head of Private 

Placements

Steven Tuch is a Managing Director and Co-Head of Private Placements for Cantor Fitzgerald 

responsible for originating, evaluating, structuring, negotiating and marketing private placements.

During his career, Mr. Tuch has been directly involved in over 100 transactions, including over 70 

privately placed equity and equity-linked deals. Mr. Tuch's capital raising experience includes 

traditional private placements, PIPEs, Registered Directs, IPOs, primary and secondary offerings, as 

well as convertible and preferred securities. Mr. Tuch has raised capital for companies in numerous 

industries including health care, technology, consumer, media and telecom and industrials. Target 

investors have included private equity funds, hedge funds and their private equity arms, institutional 

investors and family offices.

Mr. Tuch joined Cantor Fitzgerald from Atlantic-Pacific Capital, where he served as a Managing 

Director and Co-Head of Direct Private Placements. Prior to APC, Mr. Tuch was a Managing Director 

in the Equity Capital Markets Group at Deutsche Bank, where his roles included Global Head of 

Private Equity Placements, responsible for raising private capital for private and public companies 

through private placements, PIPEs and Registered Direct transactions.

Previously, Mr. Tuch served as the head of the Private Equity Placement Group at Thomas Weisel 

Partners and worked in the Private Placement Group of Montgomery Securities. Mr. Tuch began his 

career at The Blackstone Group and Corporate Partners, a private equity arm of Lazard Freres.

Mr. Tuch received an MBA from Stanford University’s Graduate School of Business and a BBA with 

Distinction from The University of Michigan.
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CONCLUSION 

 
LANIER Parking Solutions appreciates the opportunity to respond to this RFQ. 

 
If you have any questions or concerns, please contact me at your convenience. 

 
 

M. Scott Diggs 
President of the Carolinas, Kentucky and Florida 

 
   Direct:   910.509.0465 

Cell:      910.619.1629 

sdiggs@lanierparking.com 
 
 

Please visit our website for further information regarding Our Company: 
 

www.lanierparking.com 
 
 

 

 
 
 
 

We look forward to working with you! 

 


